ROLE PROFILE		[image: ]
	Role title:
	Partnership Manager 
	Responsible to:
	Regional Business Development Lead - UK 

	Division:
	UK and Ireland Commercial
	Department:
	Business Development - UK

	Direct Reports and Level:
	1 FTE – Groups Business Development Manager (Implement 2)

	Scope:
	UK & IRE

	
	
	Scale:
	1 FTE


	
	
	Regulated Function(s) Held:
	No

	Evaluation Level
	Implement 1
	Role Family
	Member Sales, Service and Advisory



	Overall Role Purpose

	The purpose of the role is to scope, build and manage strategic partnerships across both UK and Ireland medical and dental sectors. The Partnership Manager will be responsible for developing strong stakeholder relationships, creating opportunities for collaboration, and supporting acquisition, engagement, and retention of members. The role will directly contribute to organisational growth and sustainability by enhancing member value through partnerships with professional bodies, training institutions, healthcare organisations, and other key stakeholders. The Partnership Manager will also provide effective line management to the Groups Business Development Manager, ensuring performance, development, and delivery against agreed objectives.



	Accountabilities (RACI)
	Measures of Success/KPI’s

	Operational Leadership 
· Responsible for expanding distribution route for our products, by building new mutually beneficial relationships between MPS and stakeholder groups / organisations.
· Develop a clear approach and process for developing partnership opportunities outlining benefits, ROI & regular review. 
· Build upon existing stakeholder relationships to develop partnerships across the UK and Ireland in the medical and dental markets and ensure that they provide benefit to new and/or existing members.
· Manage relationships with existing affinity partnerships and organisations where we offer a mutually beneficial partnership arrangement 
· Serve as the main point of contact for strategic partners, ensuring partnership objectives are delivered to plan, cost, and on time.
· Support wider business development and marketing initiatives to drive member growth and support retention.
· Review existing partnerships, ensuring contracts, ROI, opportunities and data sharing agreements are clearly documented and measured.
· Work with internal stakeholders to develop business cases for new initiatives and ensure implementation is managed and delivered within appropriate timescales.
· Working in partnership with organisations to enhance the proposition therefore increasing retention of members.
· Review of key segments and identify gaps in proposition and competitor comparison where a partnership would be beneficial.
	· Delivery of partnership income and activity vs agreed plans
· Engagement and retention metrics attributable to partnership activity
· Cross-functional collaboration index
· Partner satisfaction and feedback


	Financial
· Support the definition and delivery of commercial objectives through partnership activity.
· Maximise the return on investment from partnerships by ensuring value is delivered for both parties.
· Ensure all partnership activity is managed efficiently within budget.
· [bookmark: _Int_j6U6mTaV][bookmark: _Int_cwItFJIK]Ensure that there is a clear documented view of income delivered through partnerships which is monitored and reviewed on an annual basis, taking into account discounts offered through various arrangements to ensure we maintain sustainable membership income
· Ensure costs of partnerships with third parties enhance the proposition and in turn create a positive ROI

	· Member acquisition via partnership channels vs plan
· Retention levels vs plan
· Income contribution from partnership activity
· Variance to budget


	Member
· Leverage partnerships to improve the member journey and enhance the value proposition.
· Provide insight from partners to influence member engagement strategies.
· Ensure all partnership activity is aligned to the needs of members across UK and Ireland.
· Support the development and provision of content through and by partnerships to support members 
· Gather market insight and information through relationships associations and societies and share with internal colleagues

	· Net promoter score
· Member feedback and experience scores linked to partnership initiatives


	People
· Collaborate with internal colleagues to embed a culture of partnership working.
· Share insights and knowledge to build capability across teams.
· Act as an ambassador for organisational values and behaviours.
· Provide leadership, support and development for the Groups Business Development Manager, including objective setting, performance management, and career development planning.

	· Engagement index vs MPS plan
· Evidence of cross-team collaboration


	Risk
· Identify, assess, and escalate partnership-related risks, ensuring compliance with organisational policy.
· Monitor external environment for risks affecting the medical and dental markets.
· Ensure that the partnership opportunities offered to members is an additive arrangement rather than purely offering discounts to existing members

	· Risk & Control Self- Assessments
· Audit Actions



	Responsibilities (RACI)

	· Develop and maintain strong working relationships with professional bodies, associations, education providers, and healthcare organisations.
· Support partnership negotiations and contract management to deliver mutual value.
· Monitor competitor and market trends and provide intelligence to central teams.
· Represent the organisation at sector events, conferences, and meetings.
· Undertake other duties as required appropriate to the level of the role.
· [bookmark: _Int_O5piXbwM]Line manage the Groups Business Development Manager, ensuring delivery of agreed outputs, professional development, and alignment with organisational values. 
· Support the delivery of improved reporting of members linked to partnerships.
· Improved join online journey. 
· Review of key segments and identify gaps in proposition and competitor comparison
· Review existing partnerships, contracts, ROI, marketing opportunities.
· Create a clear partnerships approach / process which outlines benefits, ROI & regular review. 




	Key Governance Responsibilities

	· Partnership review meetings
· Contribution to Business Development and Engagement forums
· Documenting partnership arrangements and ensuring regular reviews.





	Leadership Framework Competencies
	Level

	Fresh Thinking
	Leading Self and Others 

	Building Capability in Self and Others
	Leading Self and Others 

	Influencing Others
	Leading Self and Others 

	Collaborating for Results
	Leading Self and Others 

	Leading Self and Others
	Leading Self and Others 

	Commercial and Risk Thinking 
	Leading Self and Others 


	
	Knowledge and Qualifications
	Skills
	Experience

	Essential
	
• Educated to a degree standard or equivalent: essential
	 


	· Strong negotiating and influencing skills with senior stakeholders
· Ability to solve problems using in-depth local knowledge and expertise on member insights, sales results and member adoption 
· Exceptional interpersonal skills and ability to develop strong internal and external working relationships 
· Ability to meet multiple objectives in an entrepreneurial environment with little in person supervision.
· Ability to lead, manage and motivate teams
· Exceptional communication skills 
· Strong numeracy and financial literacy
	· Strong partnership or account management experience, ideally within healthcare, membership, or professional services sectors.
· Experience of managing B2B relationships. 
· Proven ability to successfully manage multiple priorities and focus areas.
· Proven ability to lead, manage and develop individuals.
· Experience of line management including objective setting and performance management.



	Desirable
	· Knowledge of UK healthcare markets 
	
	· Knowledge of membership organisations, professional defence organisations, or regulated environments.
· Understanding of healthcare policy and professional regulation in UK and Ireland.
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